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(57) ABSTRACT 

The present application features a Wireless subscriber using 
his or her Wireless communication device to request infor 
mation or offers pertaining to certain goods or services the 
subscriber is interested in. The subscriber’s request is 
relayed by a collaborating Wireless carrier to an agent Which 
uses the subscriber’s pro?le to determine Which merchants 
near the subscriber’s location are offering goods or services 
matching the request. One or more offers or suggestions are 
returned to the subscriber. The subscriber accepts an offer 
and proceeds to the physical retail outlet of the selected 
merchant, Where the subscriber purchases the goods or 
services using a credit card. A collaborating credit clearing 
house is alerted by the agent or Wireless carrier that such a 
transaction may have occurred, and con?rmation is provided 
from the clearing house to the agent indicating that the 
transaction did indeed occur. Once con?rmed by the clearing 
house, the agent may produce a report for the carrier 
indicating that the subscriber acted on the offer. Loyalty 
bene?ts, points, rebates, call minutes, etc. are then given to 
the subscriber in return for purchasing the goods or services 
in accordance With the offer. Revenues generated from the 
purchase are shared in a collaborative fashion betWeen the 
collaborating parties to the transaction and the subscriber is 
encouraged to remain With the carrier through Whom he or 
she acquired the loyalty bene?ts. 
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LOCATION-BASED WIRELESS LOYALTY 
PROGRAM 

RELATED APPLICATIONS 

[0001] This application claims priority under 
35USC119(e) to US. provisional patent application serial 
No. 60/366,792, ?led on Mar. 25, 2002, Which is hereby 
incorporated by reference. 

TECHNICAL FIELD 

[0002] The present application relates to Wireless commu 
nication and retail services. Speci?cally, aspects of the 
present disclosure feature systems and methods for use in 
Wireless communication services to reduce subscriber churn 
and facilitate increased retail transactions among a coopera 
tive group of business partners and service providers. Also, 
some aspects of the present disclosure provide for using 
speech recognition and natural language processing in the 
operation of the system. Other aspects involve determination 
of location-based offers to be made to Wireless subscribers, 
and loyalty points or bene?ts aWarded to the subscribers on 
accepting the offers. 

BACKGROUND 

[0003] A continuing stream of technology leading to true 
mobile electronic commerce is in the of?ng. This, coupled 
With Wireless systems that leverage the ability to determine 
the physical location of mobile Wireless devices (and by 
implication, the users of the devices), is making location 
based services to Wireless subscribers possible. 

[0004] Marketing, customer pro?ling, and voice-based 
machine interfaces are other areas of art Which provide a rich 
source of technology for creating neW and novel uses of 
Wireless communication and electronic retail infrastructures. 
See for example, US. Pat. No. 6,292,786 to Deaton et al. 
describing a real-time incentive program; US. Pat. No. 
6,286,005 to Cannon describing promotion analysis; US. 
Pat. No. 5,918,211 to Sloane describing in?uencing cus 
tomer behavior at the point-of-sale (POS); and US. Pat. No. 
6,301,471 to Dahm et al. describing subscriber retention 
techniques for users of mobile devices. 

[0005] The current systems and methods hoWever lack an 
ef?cient and practical description of hoW to reduce the 
turnover of Wireless subscribers (“churn”) While generating 
revenue for a plurality of cooperative partners such as 
Wireless providers and retailers. Churn is a problem for 
carriers at the present time and the outlook is for this 
problem to become more acute as the FCC mandates number 
portability, proposed for late 2003. 

SUMMARY 

[0006] Several embodiments are provided herein to illus 
trate the concepts and invention provided by the present 
disclosure, including a method for providing subscriber 
loyalty incentives, featuring (A) receiving information 
including a Wireless subscriber identity, location, and a 
requested item; (B) querying a database having stored 
information corresponding to the Wireless subscriber iden 
tity, location and the requested item, as Well as information 
corresponding to a plurality of offers; (C) using at least the 
information in (B), determining an offer to make to the 
Wireless subscriber; (D) providing the offer to the Wireless 
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subscriber; receiving an acceptance signal indicating the 
Wireless subscriber’s acceptance of the offer; receiving a 
con?rmation of a transaction betWeen a merchant and the 
Wireless subscriber corresponding to the offer; and (G) 
notifying a Wireless carrier of the transaction to prepare an 
incentive for the Wireless subscriber for accepting and 
conducting the transaction. 

[0007] Also featured is a system for increasing subscriber 
loyalty in Wireless systems, including a Wireless carrier 
server that communicates With a Wireless subscriber; a 
storage device containing information corresponding to the 
Wireless subscriber and a plurality of offers; and an agent 
including a processor, coupled to the data storage device, the 
agent using information stored in the data storage device to 
determine an offer to be provided to the Wireless subscriber 
and, responsive to a transaction con?rmation signal received 
from a ?nancial clearing center, determining an incentive for 
the Wireless subscriber. 

[0008] The present disclosure also features a machine 
readable medium including stored instructions, Which When 
executed receives information including a Wireless sub 
scriber identity, location, and a requested item; queries a 
database having stored information corresponding to the 
Wireless subscriber identity, location and the requested item, 
as Well as information corresponding to a plurality of offers; 
determines an offer to make to the Wireless subscriber; 
provides the offer to the Wireless subscriber; receives an 
acceptance signal indicating the Wireless subscriber’s accep 
tance of the offer; receives a con?rmation of a transaction 
betWeen a merchant and the Wireless subscriber correspond 
ing to the offer; and noti?es a Wireless carrier of the 
transaction to prepare an incentive for the Wireless sub 
scriber for accepting and conducting the transaction. 

[0009] These embodiments and examples are by Way of 
illustration and enablement of preferred methods and struc 
tures of the invention and are not exhaustive or limiting in 
their scope. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0010] FIG. 1 illustrates a system, method and arrange 
ment for providing offers to a subscriber of a Wireless 
service, receiving loyalty reWards, and thus reducing sub 
scriber churn and generating revenues according to an 
embodiment of the present disclosure. 

DETAILED DESCRIPTION 

[0011] Generally speaking, one or more embodiments of 
the present disclosure include a Wireless subscriber using his 
or her Wireless communication device to request information 
or offers pertaining to certain goods or services the sub 
scriber is interested in. The subscriber’s request is relayed by 
a collaborating Wireless carrier to an agent Which uses the 
subscriber’s pro?le to determine Which merchants near the 
subscriber’s location are offering goods or services matching 
the request. One or more offers or suggestions are returned 
to the subscriber. The subscriber accepts an offer and pro 
ceeds to the physical retail outlet of the selected merchant, 
Where the subscriber purchases the goods or services using 
a credit card. A collaborating credit clearing house is alerted 
by the agent or Wireless carrier that such a transaction may 
have occurred, and con?rmation is provided from the clear 
ing house to the agent indicating that the transaction did 
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indeed occur. Once con?rmed by the clearing house, the 
agent may produce a report for the carrier indicating that the 
subscriber acted on the offer. Loyalty bene?ts, points, 
rebates, call minutes, etc. are then given to the subscriber in 
return for purchasing the goods or services in accordance 
With the offer. Revenues generated from the purchase are 
shared in a collaborative fashion betWeen the collaborating 
parties to the transaction and the subscriber is encouraged to 
remain With the carrier through Whom he or she acquired the 
loyalty bene?ts. 

[0012] FIG. 1 illustrates an exemplary embodiment of a 
system 10, arrangement and method for providing offers to 
a subscriber of a Wireless service, receiving loyalty reWards, 
and thus reducing subscriber churn and generating revenues 
for the entities involved, as described brie?y above. 

[0013] Subscriber 11 is interested in purchasing an item of 
goods. Using a Wireless device, such as a cellular telephone, 
the subscriber 11 sends a request signal 100 to carrier 12, 
informing the carrier 12 of his or her interest. The request 
signal 100 contains information indicative of the goods or 
services being sought as Well as information identifying the 
subscriber 11 and the subscriber’s physical location. 

[0014] The nature of the request made by subscriber 11 
can vary. In some embodiments, text entry using the Wireless 
device is used to enter the request. In other embodiments a 
voice command is made. That is, the Wireless device and/or 
softWare at a carrier server can be used to accept inputs from 
subscriber 11 that are interpreted using speech recognition or 
natural language features. 

[0015] The system 10 uses specialiZed semantics softWare, 
such as WordNet technology, to evaluate semantic relation 
ship betWeen input Words and phrases to product category 
Words and phrases. WordNet contains a large collection 
relationships betWeen Words and phrases. Some examples of 
Word relationships contained in WordNet are, is-a-kind-of, 
is-a-part-of, synonym-of. The system searches through these 
relationships ?nding the shortest semantic distance betWeen 
the input Words and phrase to the target Words and phrases. 
That Way, the system is ?exible enough to understand that a 
subscriber’s request for “trousers” could be equivalent to a 
request for “pants,” or that a request for “magazines” might 
be comparable to a request for “newspapers.” 

[0016] The subscriber 11 can use a variety of Ways to 
communicate With the system 10. Subscriber 11 can provide 
input and receives output in the form of text, graphics and 
audio. The subscriber’s Wireless device communicates to the 
system 10 through a variety of Well established protocols. 
These protocols include Wireless Application Protocol 
(WAP), Short Message Service (SMS), Extensible Markup 
Language (XML) document exchange through Hypertext 
Transfer Protocol (HTTP), Voice XML. 

[0017] The carrier 12 sends a signal to agent 13 containing 
information suf?cient for the agent 13 to provide one or 
more offers or suggestions. Speci?cally, the carrier 12 takes 
the information from the subscriber’s request signal 100 and 
passes that information on to the agent 13 in an agreed-upon 
format in signal 102. The agent 13 includes hardWare and/or 
softWare to partially or entirely process the subscriber’s 
request and come up With appropriate offers. For example, 
the agent is implemented in computer hardWare that 
executes softWare instructions suited for determining an 
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optimum offer based on a set of inputs. Exemplary inputs 
include subscriber identity and location and a description of 
the goods being sought. Other parameters used by agent 13 
in making its determination include subscriber preferences 
and history data. This data is stored in a database 14 coupled 
to agent 13, in the form of an electronic storage device 
operable using data processing or data mining softWare. Past 
transactions and subscriber-de?ned preferences are kept in 
database 14 to assist in offer selection and optimiZation. The 
database 14 is either a stand-alone device receiving requests 
104 from agent 13 and passing data 106 to agent 13 by a data 
netWork, or is integrated into, e.g., a server memory together 
With agent 13. 

[0018] Agent 13 carries out the logic required to determine 
or optimiZe an available offer from cooperating retailers or 
merchants 15 Who provide the goods sought by subscriber 
11. More than one possible offer may be available. Agent 13 
includes an expert system in some embodiments and can 
adaptively improve its quality of service using arti?cial 
learning capabilities. 

[0019] As an example, if the goods sought are a book then 
more than one cooperating local bookstore may be available 
to choose from. Agent 13 can then rank the available offers 
based on a ranking algorithm. In one embodiment, the 
subscriber 11 may have Weighted or constrained the selec 
tion such that geographic proximity is the most important 
factor in the selection. In this case the nearest cooperating 
bookstore may be suggested to the subscriber 11. In another 
embodiment, the subscriber 11 may have indicated a strong 
interest in cost savings, in Which case the best price is sought 
even if the offer is from a bookstore that is not the nearest 
to the subscriber 11 at the time he or she sends the request 
100. If more than one offer are to be presented to the 
subscriber 11, the offers are ranked in some order and 
presented to the subscriber 11 as such. Of course, there may 
be no available offers or none at a given moment to satisfy 
the subscriber’s Wishes, in Which case a response message to 
this effect or a ‘rain check’ or other communication is 
returned to the subscriber. 

[0020] Offers are also dependent on dynamic merchant 
availability. That is, the pool of possible offers can include 
dynamic information that is refreshed periodically or con 
tinuously through communication With merchants 15. The 
merchants 15 may provide updates offers through cooper 
ating carrier 12 or directly to agent 13 for example. 

[0021] Information is exchanged betWeen carrier 12, agent 
13 and clearing house 16 through a secure XML document 
exchange over HTTP. Simple Object Access Protocol 
(SOAP) is a speci?c type of XML document exchange that 
can be used in this context. 

[0022] Carrier 12 relays the offer or offers in a format 
compatible With the subscriber’s Wireless device in offer 
signal 108. The offer signal 108 contains information indica 
tive of the types of goods found (a match), the price, the 
name and location of the merchant 15, etc. Additionally, 
offer signal 108 contains a code Which identi?es the offer 
uniquely so that it can be accepted by subscriber 11 and 
tracked later on. 

[0023] Subscriber 11 receives offer signal 108 on his or her 
Wireless device. The offer or offers are preferably in readable 
form, such as a text message, readable on a digital display. 
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The short information about an offer can also be given using 
voice instructions to subscriber 11. If a long offer signal 108 
or a plurality of offers are included in offer signal 108, 
subscriber 11 scrolls through offer signal 108 to read all of 
the information contained therein or listen to the various 
options. 

[0024] An acceptance signal 110, indicates acceptance of 
an offer by subscriber 11. The acceptance signal 110 may 
simply include the unique code assigned to each offer at the 
time it Was made to the subscriber 11. The acceptance or 
offer code is then relayed by carrier 12 back to agent 13 so 
that agent 13 can later query a clearing house or retailer as 
to fruition of a transaction corresponding to the offer. 

[0025] Once subscriber 11 has received and accepted an 
offer, the subscriber 11 proceeds to a merchant 15 point of 
sale (POS) to carry out a transaction, e.g. purchase of goods, 
in accordance With the offer. In some embodiments, sub 
scriber 11 goes to a retail outlet (store) and buys goods or 
services using a credit card knoWn to the carrier 12 and/or 
agent 13. Thus, funds, or an electronic promise of payment 
is provided by the buying subscriber to the selling merchant 
15 in signal 112. A signal 114 is sent from merchant 15 to 
credit card clearing house 16 in order that merchant 15 
collect payment for the transaction. 

[0026] One aspect of the present disclosure is that mer 
chant 15 does not have to implement any special hardWare, 
softWare or employee training at the POS to carry out the 
present concepts. The sale of goods or services takes place 
at the POS transparently in the normal fashion. 

[0027] At the time of the purchase, or subsequent thereto, 
merchant 15 eXpect that the transaction is ?agged by credit 
card clearing house 16 and information con?rming the 
transaction is returned to agent 13. This may be triggered in 
more than one Way: for eXample, agent 13 may have 
pre-alerted clearing house 16 in probe signal 116 that a 
transaction (credit card number, merchant ID, etc.) might be 
expected, because the subscriber 11 indicated an acceptance 
of a given offer. Also, agent 13 may inquire in probe signal 
116 Whether such a transaction took place, and then receive 
an ansWer signal 118 from clearing house 16 indicative of 
Whether the transaction took place and possibly containing 
other information related to the transaction (e.g., amount, 
time, place). 
[0028] Once agent 13 con?rms that a purchase or trans 
action did indeed take place responsive to an offer sent to 
subscriber 11, the agent 13 informs carrier 12 of this fact in 
signal 120. 

[0029] At this point it could be assumed that the transac 
tion being reported Was brokered using the system 10 
through a collaboration of agent 13, carrier 12, merchant 15 
and clearing house 16. A certain revenue or pro?t is gener 
ated as a result of both the transaction for goods or services, 
as Well as the subscriber 11 use and loyalty to the Wireless 
services of carrier 12. 

[0030] Speci?cally, subscriber is served through the 
method and system of FIG. 1 by ?nding desirable offers for 
goods and services available locally from merchant 15. 
Merchant 15 receives the bene?ts of eXtra sales/transactions 
from referred customers Who subscribe to the Wireless 
service. Clearing house 16 and agent 13 receive a bene?t in 
some embodiments by sharing in the resulting pro?ts and 
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bene?ts of the abovedescribed transactions, such as by direct 
payment from carrier 12 and/or merchant 15. Such payments 
may be made according to any arrangement, e. g., ?at 
payments, periodic payments, or preferably in transaction 
based payments. Transaction-based payments can in turn be 
calculated as a ?at payment per con?rmed brokered trans 
action, or preferably as a percentage of the monetary amount 
of the transaction. 

[0031] Subscriber 11 collects bene?ts through participa 
tion in the loyalty program. A digital “purse” or “Wallet” 
account can be maintained by any of carrier 12 or agent 13 
to indicate What bene?ts subscriber 11 has collected to date. 
The account may contain “points” redeemable for cash, free 
Wireless minutes, discounts, services, etc. Subscriber 11 can 
access the account by some method such as by logging into 
a secure Web site linking the subscriber 11 to information 
regarding the account. In one embodiment agent 13 keeps 
data about the subscriber’s account in database 14. 

[0032] Once a subscriber 11 collects bene?ts through the 
loyalty program, and once the subscriber 11 appreciates the 
system 10 and learns hoW to take advantage of its referral 
and offer capabilities, the subscriber 11 Will be inclined to 
remain With the same carrier 12 to avoid losing the accu 
mulated loyalty bene?ts and to keep receiving the services 
provided by system 10. 

[0033] Other bene?ts to one or more of the collaborating 
parties (especially to carrier 12 and merchant 15) include the 
collection and analysis of subscriber 11 purchase behavior 
and preferences for marketing purposes. Agent 13 can 
monetiZe this transaction information in some embodiments 
and may sell the information as a commodity in itself to 
marketing agencies or other retailers or consumer research 
organiZations. 
[0034] It can be seen that the system 10 can be augmented 
by numerous auXiliary service providers and steps that can 
be integrated for the same general result. It should be 
appreciated that the method and system 10 described above 
is a collaborative effort, and hence, the type of loyalty 
program described above is sometimes referred to as a 
“coalition loyalty” program. The end result of one or more 
of the aspects described herein is to increase the average 
revenue per user (ARPU). 

[0035] The system 10 is “scalable,” and can handle large 
number of point of sale terminals because it does not require 
any hardWare or softWare associated With each POS. Even 
though the total number of subscribers is large, the system 
can process multiple user requests simultaneously since 
requests are not dependent on each other. In addition, the 
system may queue user requests for delayed processing 
While interacting With the user. 

[0036] The system 10 can use a subscriber’s speed dial 
list, and “buddy list” to ?nd other subscribers. The pro?les 
of subscribers that an individual subscriber 11 has a rela 
tionship With can be use to in?uence the pro?le of the 
subscriber 11. In addition, promotions can be offered such 
that a subscriber receives reWards if other subscribers that 
he/she has relationship With performs certain tasks. The 
tasks may include vieWing of a promotion, purchasing an 
item as a result of a promotion. 

[0037] Upon revieW of the present description and 
embodiments, those skilled in the art Will understand that 
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modi?cations and equivalent substitutions may be per 
formed in carrying out the invention Without departing from 
the essence of the invention. Thus, the invention is not meant 
to be limited by the embodiments described explicitly 
above, rather it should be construed by the scope of the 
claims that folloW. 

What is claimed is: 
1. A method for providing subscriber loyalty incentives, 

comprising: 
(A) receiving information including a Wireless subscriber 

identity, location, and a requested item; 

(B) querying a database having stored information corre 
sponding to the Wireless subscriber identity, location 
and the requested item, as Well as information corre 
sponding to a plurality of offers; 

(C) using at least the information in (B), determining an 
offer to make to the Wireless subscriber; 

(D) providing the offer to the Wireless subscriber; 

(E) receiving an acceptance signal indicating the Wireless 
subscriber’s acceptance of the offer; 

(F) receiving a con?rmation of a transaction betWeen a 
merchant and the Wireless subscriber corresponding to 
the offer; and 

(G) notifying a Wireless carrier of the transaction to 
prepare an incentive for the Wireless subscriber for 
accepting and conducting the transaction. 

2. The method of claim 1, further comprising sending a 
probe signal to a ?nancial clearing center to con?rm the 
occurrence of the transaction. 

3. The method of claim 1, Wherein receiving the infor 
mation in (A) comprises receiving the information in (A) 
from the Wireless carrier. 

4. The method of claim 1, Wherein determining the offer 
comprises determining an optimum offer. 

5. The method of claim 1, further comprising processing 
a spoken command from the Wireless subscriber using a 
natural language algorithm. 

6. The method of claim 1, further comprising matching 
the offer to a set of subscriber information stored in the 
database. 
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7. A system for increasing subscriber loyalty in Wireless 
systems, comprising: 

a Wireless carrier server that communicates With a Wire 

less subscriber; 

a storage device containing information corresponding to 
the Wireless subscriber and a plurality of offers; and 

an agent including a processor, coupled to the data storage 
device, the agent using information stored in the data 
storage device to determine an offer to be provided to 
the Wireless subscriber and, responsive to a transaction 
con?rmation signal received from a ?nancial clearing 
center, determining an incentive for the Wireless sub 
scriber. 

8. The system of claim 7, further comprising a speech 
recognition engine that parses spoken commands from the 
Wireless subscriber. 

9. The system of claim 7, Wherein the storage device 
further contains data corresponding to a subscriber loyalty 
account (digital purse). 

10. A machine-readable medium including stored instruc 
tions, Which When eXecuted: 

receives information including a Wireless subscriber iden 
tity, location, and a requested item; 

queries a database having stored information correspond 
ing to the Wireless subscriber identity, location and the 
requested item, as Well as information corresponding to 
a plurality of offers; 

determines an offer to make to the Wireless subscriber; 

provides the offer to the Wireless subscriber; 

receives an acceptance signal indicating the Wireless 
subscriber’s acceptance of the offer; 

receives a con?rmation of a transaction betWeen a mer 

chant and the Wireless subscriber corresponding to the 
offer; and 

noti?es a Wireless carrier of the transaction to prepare an 
incentive for the Wireless subscriber for accepting and 
conducting the transaction. 

* * * * * 


